





“Getting a 
‘brake’... ?” 


A driller of Hofstetter 
Brothers, Drilling Con- 
tractors, Peoria, Illinois, 
brakes the tool string as 
it is lowered into a well 
for a new subdivision lo- 
. cated 10 miles north of 


Peoria 
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Peerless 


Builds the Pump you require }; 
(jin Vertical and 
Horizontal Types 


| 



























\f YOU 

cipal | 

beco' 

can't 

the 

PEERLESS TYPE A 24-\ 

CENTRIFUGAL PUMP | 

eve 

PEERLESS General Specifications: cat 
Capacities: 50 to 70,000 

DEEP WELL g.p.m.; Heads: 15 to 300 sp 
feet; Sizes: 2” to 42” dis- 

VERTICAL charge; Drives: electric ful 
and other types from 1 

TURBINE PUMPS to 1000 h.p.; Type:single cc 

stage, double suction, \c 
split-case, ball bearing. 
netenlnescaggl REQUEST DESCRIP. 

Lubricated Types TIVE BULLETIN. 
{ 


































Peerless 
Moturbo Drive 
tllustrated 


ow oe Se Peerless Vertical Turbine Pumps 


gy + nae Ra complement the extensive Peerless 
electric, gear, belt. or Centrifugal Pump line and are adaptable to the 
wells 4” inside diam- widest pumping conditions. Peerless’ vertical 
ee ceeeess type pump line includes turbine pumps, pro- 
ter eg eet Somer peller and mixed flow pumps, Hi-Lift pumps 
construction, and domestic water systems for deep or shallow 








wells. REQUEST BULLETIN. 
PLAN WITH PEERLESS 


For all your pumping requirements, plan with Peerless. Peerless’ comprehensive 
line of pumps includes Underwriters’ approved vertical and horizontal Fire Pumps 
for plant fire protection, boiler feed and pipe line pumps and scores of vertical and 
horizontal types offering capacities from 10 to 220,000 g.p.m. 


PEERLESS PUMP DIVISION 


FOOD MACHINERY CORPORATION 


Factories: Los Angeles 31, Calif.; Quincy, Ill.; Indianapolis, Ind. 
District Offices: Chicago 40, 4554 No. Broadway. Philadelphia Office: Suburban Square, 
Ardmore, Pa. Atlanta Office: Rutland Building, Decatur, Georgia; 








Dallas 1, Texas; Fresno, Calif.; Los Angeles 31, California. 


The Driller 


“J 


| 


MEYSLE TO BID ON THE BIG ONES? 


|! 














m 
IEG wiscors™ 
B cre 


aaw47e 





Industrial wells Residential wells 


Stock wells Municipal wells 


i ieisilenetndicminesiitaitidiaan aie y | Farm wells Irrigation wells 





$85 Rig And Goresight 


@ NE glance at the ultra-modern 

display room, workshop, ga- 
rage, warehouse, and office which 
compose a water well driller’s dream 
layout—and you know that when 
L. J. Hemphill of Minneapolis, Min- 
nesota, says “efficiency pays off,” he 
means just that! 

Owner of one of the most modern 
drilling establishments in the United 


Werehouse 


States, Jack Hemphill conducts his 
business operations according to a 
detailed scale that leaves no room for 
lost time or money. Yet, the Minne- 
sota driller is no driver of men and 
equipment. “I’m not particularly in- 
terested in making a lot of hole per 
day, but what does interest me is the 
method in which the well is being 
constructed.” This philosophy has 
been the key to Hemphill’s success. 


Some 25 years ago, L. J. 
Hemphill of Minneapolis de- 
cided thgt the methods of mod- 
ern big businesses could be ef- 
fectively applied to the well 
drilling industry. His outstand- 
ing success in the following 
years has more than borne out 
his theory. 


Supply Room , 


Some twenty-five years ago, after 
having worked as a well driller’s 
helper for two years, Jack decided 
that well drilling was a big business 
and that accurate methods of other 
industries could be applied to the 
well drilling field as well. With this 
in mind, he started his own drilling 
business. His first rig was a home- 
made affair that he built by himself. 
Laughingly, he recalls the engine for 
the rig cost only $85. The rig’s capac- 
ity was limited to two inch well 
work, but it was the start that Hemp- 
hill was looking for. 

Operating in the Lake Minneton- 
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Bring Driller SuccessE 








cious garage en- 


to 
handle nec- 
sary rig and 
truck repairs. 
(Right) Modern 
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@ Much of Hemphill’s work is for the owners 
of many new buildings being constructed in his 
territory. Here his 21-W is shown putting down 
a well for a new residence. 


ka district, which encompasses the 
wealthy residential district and the 
metropolitan area, Hemphill’s repu- 
tation for thorough work began to 
spread. As his reputation spread, so 
did his business, Today, he operates 
five rigs: Bucyrus-Eries 21-W, 22-W, 
and 24-L; Howell’s 116 and 120. Still 
in the garage is Hemphill’s original 
rig, now cut down but still usable 
for setting and pulling pumps. 
About seventy-five per cent of 
Hemphill’s work is done for the 
large residences that nestle in land- 
scaped terraces around the Lake Min- 
netonka area. The other twenty-five 
per cent is made up of industrial 
wells for factories and creameries, 
air-conditioning wells, and munici- 
pal wells for small towns in his area. 
With such a concentrated territory, 
Hemphill’s drillers, in the majority 
of cases, are in the enviable position 
of being able to return to their 


@ The first job for Hemphill’s Bucyrus- 
Erie 24-L was this eight-inch well for 
the J. R. Clark woodworking factory in 
Spring Park, near Lake Minnetonka. 
Wesley Erickson and Mike Coleman 
were busy driving pipe into this 200- 
foot well when Hemphill dropped by. 


homes each night after work. Hemp- 
hill employs six men all year ‘round 
and adds helpers to his forces when 
the occasion demands. All men are 
paid on the monthly basis and re- 
ceive a bonus at the end of the year. 
Evidently this arrangement is highly 
suitable to the drillers because the 
oldest employee has been with Jack 
for twelve years and the youngest for 
three. Hemphill believes that the 
men do better work when they are 
assured of a steady income. 

Besides drilling the well, Hemp- 
hill does the complete job of selling 
and installing the entire water sys- 
tem for his clients. As the result, he 
has come to be accepted as a good 
man to be consulted on water prob- 
lems in his territory. A goodly and 
profitable portion of his business is 
connected with the servicing of wells, 

(Continued on page 15) 
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T. HAS been shown in previous 

articles that a drilling contractor 
should observe legal angles closely 
when contracting to drill wells for 
cities, school districts and other pub- 
lic corporations. He is presumed by 
Law to know whether the particular 
corporation is empowered by statute 
to have a well drilled, and, if so, just 
what the statutes say as to how the 
contract shall be let, what officers can 
let it, etc. Unless the agreement 
meets the statutory requirements, the 
contract may not be worth the paper 
it’s written on, and the driller may 
not be able to collect a cent for work 
or labor performed. 


More Care Needed 


Another general class of jobs that 
demands equally important investi- 
gation is that involving the drilling 
of wells on church property, associa- 
tion cemeteries, and the property of 
other societies. Care should be taken 
to be sure that the person or persons 
who order the work done, or who 
enter into the contract on behalf of 
the society, have been properly au- 
thorized to do so by their respective 
governing boards. 

In such cases, more care is usually 
needed than when dealing with a 
business corporation, because one 
usually has a right to assume that the 
manager of the corporation has a 
— to make business contracts for 

. However, the driller should make 


sure that the official with whom he 
deals has been authorized by the 
board of directors to make the par- 
ticular contract. 

An illustration of the difficulty 
that can befall an unsuspecting drill- 
er is a case decided by the Wisconsin 


Corporations Pose Special Problems 





Supreme Court (Cointe v. Congrega- 
tion of St. John the Baptist, 154 Wis. 
405, 143 N. W. 180). The plaintiff, a 
well contractor, lost a suit to collect 
the reasonable value of a well drilled 
on church premises. The decisive fac- 
tor in the case was a Wisconsin stat- 
ute, governing the church corpora- 
tion, to the effect that the board of 
directors by a majority vote could 
contract debts of not more than $300, 
and larger debts only by unanimous 
vote. T he claim in this case exceeded 
$500, and no action whatever had 
been taken by the board of directors. 
The evidence showed that the cor- 
poration had done nothing to indi- 
cate that the pastor and bishop were 
empowered to make such contracts 
on its behalf without the board’s au- 
thorization, that the plaintiff had not 
relied upon any such apparent au- 
thority, and that the plaintiff, in fact, 
knew that all the directors must au- 
thorize the digging of the well and 
knew that they had not done so. He 
apparently assumed that the pastor 
in charge of the church premises and 
his bishop had the “influence and 
authority” to secure his pay in one 
way or another. This naive assump- 
tion was his undoing. 


Contention Rejected 


The well driller’s attorneys argued 
that because the corporation “kept” 
the well, it thereby indicated its con- 
sent to the transaction of the pastor 
and bishop, and therefore the corpo- 
ration should pay. This contention 
was rejected by the court, which held 
that ratification of the contract did 
not result from the fact that “the 
well was, by the pastor’s direction, 

(Continued on page 14) 
























Good Will Pays Off - 
In Cash to Drillers 


By David Markstein 


é URING the war years, a South- 

ern drilling contractor watched 
his business grow to a point where he 
became one of the two largest oper- 
ators in his area. “Here,” he thought, 
“is the basis for the business growth 
that I’ve tried to build during twen- 
ty years. Now if we can keep this tae 
But he didn’t. Soon, he watched the 
flood of customers who formerly 


In the water well drilling industry, 


depends a great deal on his 
_ his customers, the 


“lained in this orticle and ace how you stock up. ee 


bought on his terms slip away to his 
competitors. While the other driller’s 
volume kept high, his dropped 
steadily. 

Two vears later, he took stock of 
the situation. What was wrong? A 
study of company policies revealed 
everything pretty much in order. His 
business ability, and the wavs in 
which he went about selling his serv- 
ice, were right on the ball. There was 
not too much credit, nor too little. 
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Neither was there too little effort to 
bring in new business. But had 
enough attention been paid to ce- 
menting friendly relations with the 
customers? A ‘no’ answer to that 
last question is the rock on which 
many businesses, grown prosperous 
during the war years and the im- 
mediate postwar period when cus- 
tomers would “swallow anything,” 
have foundered. 

It has been said that the most im- 
portant stock in trade that any busi- 
ness can carry is good will. Which is 
a five cent word for the two-bits 
term, customer relations. No busi- 
ness can ever be successful unless it 
has a sizable fund of public good 
will. Can a simple but positive pro- 
gram, for cementing good customer 
relations be devised? How difficult 
is it to institute such a program? 
Boiling down the things-to-do into a 
check list, and seeing that it is fol- 
lowed, can be relatively simple, as 
well as tremendously effective as a 
customer-maker. Here are some han- 
dy rules to keep in mind. 


Be Patient 


1. Call the customer by name. 
There can be no greater compliment 
to a man—nor any better evidence 
that you like him and appreciate his 
patronz ige than to call him by name. 
Pick out one of his facial features to 
tie into your name-memorizing rou- 
tine. You’ll find that the association 
of name and face is easier to make 
and to retain. 

Never use the flat, ugly, 
~~ “nO.” 

Be patient! Even when a queru- 
is customer tries your endurance. 

4. Never say “we can let you have 
your well equipment by a certain 
date.” That sounds as if you are do- 
ing the customer a favor. Perhaps 
you are. But remember that, in a 
competitive set-up, he is doing you 
a favor by going to you. Instead, tell 
the customer “we will see that you 


final 





get service.” That shows you are 
looking out for him. You are his 
friend. 

If a customer asks for your per- 
sonal attention to a matter, give it 
gladly. It’s your company and you’re 
the generalissimo in charge. If he 
wants top-level attention to his 
needs, he has it coming from the man 
who, in the end, pockets his dollars. 

What measures should be taken 
to make customer complaints and 
claims result in friendship instead 
of enmity? 


Be Quick 


6. Handle each complaint and 
claim quickly. Do it immediately, 
the minute the customer asks for it. 
A statement that “we'll have to check 
on this and call you later” tells the 
customer two things, neither of them 
likely to make him feel friendly to- 
ward you. The first implied meaning 
is that you don’t trust him; you must 
“check” his claim. The second is that 
your actual plan is to stall him until 
he is so sick of the matter that he no 
longer wants or cares about the claim. 
A quick adjustment, made at the 
time the customer complains, can be 
a good will builder. Moreover, it is 
Just as easy to do any necessary check- 
ing immediately as it is to do it later. 
Spot adjustments show the customer 
that you're interested in his claim— 
and in his future business. 

Remember that people, even 
most crooks, think of themselves as 
honest. If a claim is unjustifiable, the 
chances are that the customer made 
it through honest error. Don’t act as 
if you think he’s trying to rob you 
when you have to turn him down. 

When an inquiry is telephoned, 
what happens? Do you make a con- 
scious effort to be polite and to han- 
dle the request with dispatch? Or is 
the telephone “held” while other 
matters are given your attention? If 
you've ever been kept waiting on the 

(Continued on page 19) 











™ DRILLER 


A JOURNAL FOR WATER WELL DRILLERS 





Published every month by: 


Excavating Engineer Publishing Co. 
South Milwaukee, Wisconsin 


Single copies 25 cents 


Subscription price $1.00 per year 
Canada and Foreign. $2.00 per year. 


E. M. Heuston, Publisher 
D. B. Reed, Jr., Manager 
M. B. Jaeger, Managing Editor 
G. M. Butler, Editor 
M. J. Bargenquest, Sales Manager 


Consulting Editors 
G. R. Watson W. J. Walsh 


Address Communications to: 
The Driller, South Milwaukee, Wis. 


Children’s Relief 
Is Worthy Cause 


AVERYTIME you hear about a 

A driller going out of his way to 
help a competitor with a problem, 
you feel a little spiritual warmth. It’s 
so typically American to help the 
other fellow when he’s down—even 
if it’s a fellow competing in the same 
business as yourself. Because of this 
strong moral sense, we Americans are 
always being asked to dip down into 
our pockets and contribute to some 
aid or other for unfortunates all over 
this earth. This is especially true in 
these days when there are so many 
people to be helped, so many inno- 
cent victims of the recent war. 

Well next month, February, we’re 
going to be asked to play Santy 





Clause again. The American Over- 
seas Aid and United Nations Appeal 
For Children Committee is going to 
attempt to raise $60,000,000 for 
America’s share in aiding children 
and the world’s needy. Naturally, 
there is no question about the worthi- 
ness of this cause. Every picture you 
see of Europe’s desperate little chil- 
dren, bunched shivering together, 
big eyed and bony limbed, every 
glimpse you get of the haunted look 
on their pinched faces, gives your 
emotions a jolt and tugs on your 
heartstrings. Let’s pray that there is 
a direct connection between our 
heartstrings and pursestrings—we’re 
not giving charity, we’re paying 2 
debt! Will you give? 


The DRILLER Sends 
Season’s Greetings 

S IS customary, THE DRILLER 

a takes this opportunity in the 

first issue of the year to extend sin- 

cere best wishes to its readers for a 
happy and prosperous New Year. 

The staff also gives many thanks 
to the readers whose kindness and 
cooperation were directly responsible 
for the publication of a magazine 
devoted to the interests of all water 
well drilling contractors. During 
1947, we published 15 articles on 
field operating problems, seven tech- 
nical articles, five stories on new de- 
velopments, and three on_ historical 
subjects. Besides these articles, there 
were such companion features as 
“The Driller & The Law,” “Mail- 
bag,” “Bargain Counter,” “News of 
the Month,” and the ever-popular 
“Wit Bits” page. 

With your continued cooperation, 
we will try to cover the water well 
drilling field with the same complete- 
ness as in the past, and remain alert 
to bring you all new developments 

(Continued on page 15) 
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The need for dependable, low cost water 
supply is universal. That’s why the need 
for well drillers’ professional services is 
is | universal. The demand for a great diver- 
sity of types and capacities of pumps and 
= water systems is covered like a blanket 


he | with the COMPLETE Deming line. 


No other line offers well drillers the range 
ie of selection for types and capacities of 
mer pumps and water systems than the COM- 
ble PLETE Deming line. This makes it possible 
ine ° . . . 
ioe for every well driller to simplify his pump 
ing and water system business by concen- 
“9 trating responsibility for pump quality in 

ONE reliable source of sup- 
ply—The Deming Company. 
The direct results are sales 
safety and profit protection 
for you. 


THE DEMING COMPANY 
512 Broadway ° Salem, Ohio 
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NEWS OF THE MONTH 





Flying Roeks Chase Driller off Job 





AST spring J. C. Wayman was 

4 putting down a five-inch well 
for a home in Algonquin, Illinois, 
when he heard a peculiar noise in the 
66-foot hole. A few seconds later, 
after feeling the cable go slack, Way- 
man hightailed it for the open spaces 
like a startled buck in deer season. 
He wasn’t any too quick, either, for 
out popped his tool string and a 
shower of rocks riding on a spout of 
water. 

When the rock bombardment sub- 
sided, J. C. moved in and capped 
this strong artesian flow. A survey 
showed that little damage had been 
done by the rocks, some of which 
weighed around three pounds, when 
they were blown rooftop high, with 
the exception of one broken window 
in the house. 

The well, which flowed at a 50- 


aa 


pound pressure rate, is now piped di- 
rectly into the house without the aid 
of a pump. Wayman said that owners 
of artesian wells in that area noticed 
a decided drop in pressure in their 
wells after this last one was tapped. 


N. ¥. Meeting 
To Feature Code 


Mm meeting of the Empire State 
L@ Water Well Drillers’ Associ- 
ation will be held at 2 p.m. on Jan- 
uary 14 at Hotel Syracuse, Syracuse, 
N. Y., according to Neil A. Crandall, 
secretary. Because the association is 
preparing a water well code to be 
submitted to the state legislature for 
enactment, this meeting has been 
termed by association officials to be 
highly important. In the last regular 
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meeting held in October, the associ- 
ation stressed the fact that the well 
drillers should draw up the code 
themselves rather than wait for the 
state to impose a law that might not 
be beneficial to the drillers. All 
drillers of the state, whether mem- 
bers or not, are urged to send their 
opinions on this matter to Mr. Cran- 
dall who resides at 1234 Utica St., 
Oriskany, N. Y. 


Wiseonsin Drillers 
Change Meet Plans 
CHANGE in plans for the 1948 


Pa convention of the Wisconsin 
Well Drillers, Inc., was recently an- 
nounced by Executive Secretary 
Clarence W. Nier. Scheduled to 
take place February 7, 8, and 9, 
in the Wisconsin Hotel, Milwau- 
kee, the convention has been moved 
to the Mechanics Hall of the Mil- 
waukee Auditorium for two davs — 
February 7 and 8. The Wisconsin 
Hotel will still be convention head- 
quarters. The moving of the exhibi- 
tion to the auditorium was prompted 
by the request to show heavy equip- 
ment and the desire of the drillers to 
see such equipment, according to 
Mr. Nier. He also stated that the 
exhibits will be open to the public. 


Texas Organizes 


ciate seg officers of the 
newly-formed Texas Water 
Well Drilling Contractor’s Associa- 
tion were to be elected December 6, 
1947, at a meeting to be held in 
Houston, according to A. E. Faw- 
cett, Jr., temporary president. The 
organization was formed at an Octo- 
ber meeting when temporary officers 
were elected and a constitution and 
by-laws were adopted. 
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SURPLUS STOCK SALE! 
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Gear and Wheel Pullers 


ES ont seh wre oe 18” 
eae ae 15%" 
Diameter, Screw ..... m4” 
Length, Screw ........ 16” 
Hole adjustment ..... 3 hole 
WME og Sea vistecv iw ors 40 Ibs 


Bargain Price $22 ea. F.0.B 
South Milwaukee 


Bucyrus-Erie Co. 
South Milwaukee, Wis. 
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Brand New 


Popular Size 
Model No. 1004. 


The harder the pull, 
the tighter the arms 
hug the work. Made 
of heavy one-piece 
forged steel yoke. 
Heat treated forged 
steel arms and straps. 
Will take gears, 
wheels, etc., up to 
18” in diameter. 








For Utmost DEPENDABILITY 
PUMPS “by Aurora” 


AURORA DEEP WELL 
TURBINES 


are available in sizes of 4” 
to 24” for every pumping con- 
dition—oil or water lubricated. 
Streamline designed for high- 
est efficiency and longest life. 


Here is the 


APCO Master-Line 
WATER SUPPLY SYSTEMS 


“Best 


Buy” in 


water systems for farm and 
home. Turbine-Type, Simple, 
Compact, Silent. Life-Time 
service of generous, low cost 
water supply. Fully Guaran- 





teed. 











for 
SHALLOW WELLS 


We also make all 
Kinds of Centrifugal 
Pumps and Jet Pumps 
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LARKIN & CO., INC. 


SPECIAL WATER WELL 
TOOLS 


@ FORGED STEEL DRIVE SHOES 
@ DRIVE HEADS 

@ DRIVE CLAMPS 

@ SAND PUMPS 

@ BAILERS 

@ PACKERS 

@ LEAD SEALS 

@ ROPE SOCKETS 


WRITE FOR LATEST 
BULLETIN 


BUTLER, PA. 








always remember — 





Ejecto and Plunger 
Types for every 

need. Capacities up | 
to 4500 gallons 


per hour. 





MYERS 
builds a 
COMPLETE LINE 


of Water Systems 


Dept. M-3!, Ashland, Ohio 





THE F. E. MYERS & BRO. CO. 





Pump Company 
Forms New Division 


HE organization of a new divi- 

sion of the Johnston Pump 
Company, Los Angeles, California, 
has been announced by George Mor- 
ton, Fort Wayne, Indiana, manutfac- 
turer and vice-president. The divi- 
sion, to be known as the Johnston 
International Division, is the first of 
its kind in the United States to be 
equipped to handle a complete water 
development project, particularly for 
sub-marginal lands where irrigation 
is necessary. The division, according 
to some sources, will play a big 
part in making European and Mid- 
dle East countries help themselves 
by aiding in developing farming 
through irrigation. 

Mr. Morton, who has made a 30- 
minute sound color film showing and 
explaining the wonders of irrigation 
in California, will fly to Greece Nov. 
26 to exhibit the film and assist in 
working out a program of self-aid 
for that country. He will also visit 
the government officials of Turkey, 
Iran, and Italy following their con- 
sultation with him in the United 
States. The trip to Greece is being 
made at the request of the Mission 
for Aid to Greece. 


Corporations... 


(Continued from page 7) 


connected with the water pipes of 
three parish buildings and the water 
used thereafter,’ because the corpo- 
ration would not be required to give 
up the use of its premises even 
though such use involved making use 
of the unauthorized well which had 
become a part of the premises, This 
is an illustration of the general prin- 
ciple of real estate law that an im- 
provement constructed without au- 
thority on land of another belongs 
to the owner of the land. 
A. L. H. Street 
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Champion Well 


HE most productive water well 
in the nation is in Bexar County, 
Texas, according to the U. S. Geo- 
logical Survey. The well produces 
more than 1,000,000 gallons of water 
an hour, or about 25,000,000 per day. 


Greetings... 


(Continued from page 10) 


in the field. We invite all state drill- 
ing associations as well as individual 
drillers with interesting items to use 
our news columns free of charge. 
This is one of our services to the wa- 
ter well drilling industry, so why not 
take advantage of it? Your comments 
and suggestions are always appre- 
ciated. 


So Rig... 


(Continued from page 6) 


and he is kept on the run making in- 
spections, securing parts, etc. Ernest 
Bentz handles the work of servicing 
and installing the pumps, though he 
can take his turn on the working 
end of the rig when called upon to 
do so. The drilling and care of the 
rigs are in the capable hands of Wes- 
ly Erickson, Clifford Braatz, and Mil- 
ton Kuhlman. 

When questioned about the types 
of formations encountered, Hemp- 
hill said, “If you can drill here, you 
can drill anywhere.” He then went 
on to list the types of formations en- 
countered, ranging from granite, 
clay, and limestone to boulders, sand, 
and shale. This lake country can 
prove difficult. In the area are many 
old river beds that once contained 
run-off waters from retreating gla- 
clers ages ago. “You can get to driv- 
ing pipe in one of these beds and go 
down over 200 feet through glacial 
drifts before hitting any water. Yet 
a block away, on both sides, it is pos- 
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For Fast, Profitable Drilling on blast holes 
or shallow wells, there’s no equal for 
Macwhyte “Hi-Lastic.” Specially made 
for the job, “Hi-Lastic” has just the right 
elasticity . . . allows tools to strike hard- 
er and faster, tools can be carried higher, 
allowing for longer strokes. “Hi-Lastic” 
keeps the bit turning on all types of for- 
mations and reduces chances of the hole 
getting out of round. Internally lubri- 
cated. No manila cracker required. 

For Deep Wells, Macwhyte Standard 
Cable-Tool Lines have correct elasticity 
for making hole fast. 

For Sand Lines, use Macwhyte (6x7) 
Mild Plow Steel. 


Get the CORRECT line for 
your equipment from 
NO. 908 


MACWHYTE COMPANY 
2939 Fourteenth Ave., Kenosha, Wis. 


Authorized Macwhyte Distributors 
and MiI1 Depots throughout the U.S. 


















































sible to hit water bearing limestone 
at 80 feet,” says Jack. 

The deepest well drilled by the 
Gopher Driller was a 600-footer put 
down for a farm near Hamel, Minne- 
sota, Any well in Jack’s territory that 
is over 450 feet deep is considered 
exceptional. The shallowest wells 
run around 80 feet in depth. Al- 
though there is a “bouldery” forma- 
tion which is bothersome in his ter- 
ritory, Hemphill doesn’t do too 
much blasting. However, he does use 
jars considerably to prevent stones 
from floating up in the formation 
and sticking his tools. 


Has Novel Job 


One of the Minnesotan’s “neat- 
est” jobs was a combination water 
well and disposal well—one and the 
same hole—put down for a theater 
in Richfield, Minnesota. The theater 
owner wanted an _ air-conditioning 
well and a means of disposing the 





Complete Coverage 
for Water Wells 


* 
2 to 40 inches diameter 
3 to 10,000 gallons per minute 
14 to 600 H. P. 
va 
Our 5 Sales Divisions are: 


Vertical Turbine Pumps 
Well Strainers 

Water Supply Systems 
Water Well Supplies 


Octagon Wood Pump Rod 


A. D. Cook, Inc. 


Lawrenceburg, Indiana 
Write for Sales Literature Interested In. 














water after it was used in the condi- 
tioning system. Hemphill gave them 
what they wanted all wrapped up in 
one package. Knowing his forma- 
tions, he drilled a 10-inch hole down 
through the water bearing strata 
which lay at a depth of 300 feet. He 
continued on down through a layer 
of impervious rock and into the per- 
vious Jordon sand-rock formation, 
finishing the hole at a depth of 450 
feet. The pump was installed to take 
water from the 300-foot level and a 
return pipe was placed in the well to 
discharge the “used” water into the 
Jordon sand. This unique water and 
disposal well has proved successful 
and has eliminated a costly run-off 
or sewage system. 


Hits Artesian Wells 


Along the Minnesota and Missis- 
sippi rivers, Hemphill has brought 
in some artesian wells, hitting the 
artesian basin after drilling through 
clay and sand. When shallow drift 
wells are put down, screens are usual- 
ly installed. Johnson and Clayton- 
Mark screens are the types he most 
frequently uses. On the municipal 
jobs, and others specified by the 
health department, the wells are 
grouted. Hemphill always runs a 
test on every well drilled and makes 
a record of the water production. 
The testing is done with regular 
pumping equipment. 

His best producing well was a 16- 
incher put down to a depth of 
500 feet in 1946. The well, which 
pumped 2200 GPM _ when tested, 
gave Hemphill a good deal of satis- 
faction because a flow of 20 to 30 
GPM for a home well is considered 
average in his territory. The Minne- 
sotan has noticed no particular drop 
of the water levels in his territory 
during the past twenty-five years, 
excepting the seasonal drops in the 
metropolitan district when air con- 
ditioning units are in operation. 

Part of Hemphill’s salesmanship 
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NO WELL T00 DEEP 
NO LIFT 100 STEEP 


When your customer’s well presents 
unusually tough pumping problems, 
don’t say “no”— recommend Jacuzzi. 
For shallow wells or for depths to 600 
feet, Jacuzzi offers a complete line of 
injector pumps. They’re backed by 
national advertising that is making 
Jacuzzi stand for “Automatic Water” 
everywhere. With performance that is 

7 ( 
The Jacuzzi Line includes pumps selling you through long years of effi- 


for domestic, industrial, irriga- cient, economical, dependable service. 


easy to sell, Jacuzzi Pumps will keep on 


tion use... electric motor, gasoline 
engine or belt driven...a pump 
for every purse and purpose. 
Write us for further informa- 
tion and name of nearest Jacuzzi 
distributor. 


JACUZZI BROS. Inc. 


RICHMOND, CALIFORNIA 
PLANT ALSO AT ST. LOUIS, MO. 


ORIGINATORS OF INJECTOR TYPE PUMPS 





PUMPS & WATER 
SYSTEMS 
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is based on the well-kept appearance 
of his equipment. His show room 
and workshops are always kept spot- 
lessly clean. “I believe in going onto 
a job with nice looking, well-cared- 
for equipment. And when customers 
or prospective customers visit my 
shops, I want to impress them with 
the fact that we are a prosperous, 
up-to-date concern,” Hemphill states. 

This impression pays off in profits, 
too. Hemphill has a large backlog of 
orders that will keep him busy for 
months to come. There are no wor- 
ries on his mind about the future. 
“IT had just as much work during the 
depression as I have now,” says 
Hemphill, which gives a good indi- 
cation of the success of his marketing 
methods. 

A 500-gallon capacity gasoline tank 
located near the garage supplies fuel 
to the three trucks—a 3-ton Inter- 
national, a 114-ton Ford, and a 
Y%-ton Dodge—which Hemphill uses 





DRILLER RECORDS 


offer 
A COMPLETE ONE BOOK 
BOOKKEEPING SYSTEM 
for 


SMALL WELL DRILL OPERATORS 


This simple system does away with book- 
keeping worries yet makes all the pertinent 
details of your business quickly available. 

For information print your name and 
address on a penny post card. Let us 
know the number of rigs you operate, 
the number of men you employ and 
mail to: 


DRILLER RECORDS 
BELLE MEAD, N. J. 














to service his rigs. All bits, ranging 
in diameter size from 3 to 20 inches, 
are dressed in the shop. Hemphill 
uses a magnet to determine the cor- 
rect steel heat of the bits which, after 
being shaped, are quenched in wa- 
ter. Large bits are hard surfaced with 
Stoody welding rods the majority of 
the time. 


Has Unusual Job 


A rather unusual job that Jack 
recalls is the one performed for an 
elevator building in Minneapolis. 
The job called for a number of 12 
to 16-inch holes to be used for hy- 
draulic elevators. Unable to get his 
rig into the building, Hemphill set 
his machine up outside of the struc- 
ture and ran his drilling line from 
the derrick through a window to a 
pulley centered over the hole being 
drilled. A buzzer arrangement was 
used by the man inside the building 
to communicate with the rig man 
outside in relaying instructions for 
the raising and lowering of the tools. 
“If | have another job like that, I'll 
use a walkie-talkie,” Hemphill re- 
marked. The holes put down were 
from 20 to 60 feet in depth. 

Even though Hemphill is located 
in the northern climes, he is able to 
work through most of the winter, 
although hours are shorter and the 
number of rigs working is reduced. 
All rigs are painted and overhauled 
at this time of year. 

When questioned about fishing 
jobs, Hemphill replied, “We've been 
lucky not to have many fishing op- 
erations.” He lays this to the fact 
that his men do not break the tools 
down very often, the assembled tools 
being hauled to most jobs. 

It would be a mistake to close this 
story without including mention of 
Mrs. Marion Hemphill who has been 
her spouse’s stenographer and office 
manager all these years. Her thor- 
oughness in keeping the neatly 
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bound records up-to-date and her 
handling of paper work on sales ac- 
tivities have been an important fac- 
tor in Hemphill’s success. 


Good Will... 


(Continued from page 9) 


end of a telephone receiver while the 
party to whom you were talking ap- 
parently chinned or drank a cup of 
coffee, you will not need to be told 
how annoying this can be. And how it 
can work to build enmity toward the 
company. Give immediate and un- 
divided attention to questions asked 
over the phone by your customers. 
Answer the phone with a pleasant 
“Good morning, Jones Drilling Co. 
May I help you,” not with a for- 
bidding, gruff “Hullo?” One way 
tells the customer that you're anx- 
ious to serve him. The other implies 
that he is a nuisance who is tak- 
ing valuable time for unimportant 
matters. 

8. Again, inquire the customer’s 
name, and then call him by name 
throughout the conversation. 

9. A record should be kept of tele- 
phone transactions so that in case 
something does slip, there will be a 
notation which can be traced. 

10. If information requested can- 
not be given on the spot by the per- 
son handling the call, an_ effort 
should be made to follow up without 
delay. Sometimes a promise to call 
back is forgotten; sometimes it is 
kept days later. You'll make a firmer 
friend of the telephone prospect by 
wasting as little as possible of his 
time. 

Many of the rules for building 
good customer relations by proper 
handling of phoned inquiries also 
apply to correspondence. 

1]. As with telephone inquiries— 
give prompt attention. Show the cus- 
tomer his business is important to 
you; not a sideline that can be han- 

(Continued on page 20) 
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A Chance 


When you drill a deep well, 
100 feet or more, don’t take a 
chance on the pumping equip- 
ment you install. For a good well 





and bad equipment just a 
dissatisfied customer—every time. 


Jensen Pumping Units are 
specifically built for deep well 
pumpin’ and they’ve got 28 years 
of experience behind ‘em. They'll 
pump a deep well for about 7c 
a day, and give dependable eco- 
nomical service for years and 
years. 


You can make a good well bet- 
ter if you see to it that a Jensen 
Pump is sittin’ on top of the hole 
when she’s finished. 


Drop us a line for complete 
information about Jensen Pump- 
in’ equipment. 


ENSEN 


BROTHERS MFG. CO. 
COFFEYVILLE, KANSAS, U. S. A. 
EXPORT OFFICE, 50 Church St 


New York City 


) 














Inside the Monitor Iron Vault is 
the heart of a highly efficient 
water system. The well can be 
deep enough to insure a plenti- 
ful water supply for all farm uses 
because the Monitor retains a 
high degree of pumping efficiency 
at all depths from 25 to 400 
feet. Modern streamlined design 
will catch the customer’s eye. 


Exclusive patented features, such 
as the valveless oil pump, give 
the Monitor a real competitive 
advantage. 


Some good Monitor territories 
are still available. Write your 
nearest Baker branch for details. 





BAKER MFG. CO., EVANSVILLE, WISCONSIN 





Good Will... 


(Continued from page 19) 
dled only when you've nothing else 
to do. 

12. Most inquires fall into pat- 
terns. A study of two months’ mail 
might reveal that ninety per cent of 
the inquiries fall into no more than 
five or six classifications. A number 
of “forms” that answer the pattern 
letters can be devised to speed an- 
swering. This helps to cement cus- 
tomer friendship and, at the same 
time, simplifies your own routine 
work. 

13. A permanent file should be 
kept, as in the case of telephone or- 
ders, so that in case of a mix-up, a 
quick look can straighten out the 
matter for the customer. 

Make Check List 

Throughout all these phases of the 
customer relations check-list, there 
are a number of small but vastly im- 
portant things — services, courtesies 
and methods—that can help to build 
a solid friendship basis between the 
driller and his customer. 

The last phase of a customer rela- 
tions program involves a study of the 
things that the customers do not 
like, and an effort to correct them. 
One good way to discover what irks 
your customers and prospects is to 
study the complaints and adjustment 
claims. Have a record kept of each 
complaint received, Do this for a suf- 
ficiently long period so that a fair 
cross section of customer dislikes 
can be compiled — say three to six 
months. Then study these com- 
plaints. The chances are that, like 
mail inquiries, they will fall into 
“patterns.” If a number of customers 
complain about some way your firm 
does business, then there is good 
ground for making a change imme- 
diately—whether or not it is an es- 
tablished tradition. Because tradi- 
tions do not bring in dollars—while 
customers do. 


The Driller 
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numbers, Mail BOX PiTTER, 


° . 
South Milwaukee, Wis. 


DRILLS FOR SALE 


71 Speed Star for sale, all 
equipped ready to run. Mount- 
ed on truck can be seen in 
operation. N. Y. state region. 

30x 202 


Bucyrus-Erie 33-W _ semi- 
mounted drill with 1000 ft. 
of new cable. String of new 
tools and about 1000 ft. cas- 
ing. W. Kaderavek, Ma- 
rengo, Iowa. Phone 487. 


Rotary drills, truck mount- 
ed, chain and hydraulic pull 
down, water trucks, used table 
and swivel, bits, subs, pipe- 
i yee ee Os x ee 
Box 1832, Casper, Wyo. 


Bucyrus-Erie 33-W equipped 
with LeRoi four cylinder gas- 
oline engine. Mounted on 1936 
Ford V-8 truck, Telescopic 
derrick with rubber shock ab- 
sorber. Good condition. Lo- 
cated in northern’ Indiana. 
Box 201. 





DRILLS FOR SALE 


One all steel spudder with 
telescope pipe mast, mounted 
on rubber tires with fifth 
wheel attachment. Good for 
drilling to 1800 feet or for 
clean out rig. Has longer 
spooling capacity. $2500. Wil- 
liam J. Morriss, 70 Highland 
Avenue, Highland Park, Mich- 
igan, Phone Townsend 8-1203. 


1 rotary type well drilling 
rig mounted on GMC truck, 
including 300 ft. 3 in. drill 
pipe, 2 bits, wrenches, etc. 
Write Carl Degen, R. 2, Box 
27, Burlington, Wisconsin. 


Bucyrus - Erie 33-W_ truck 
mounted. 500’ of line and all 
tools necessary to start drill- 
ing. Box 203 


Sullivan core drill Model 
22 H.D. with 33 HP Case en- 
gine. Mast, 10 ft. core barrel, 
13 fishtail bits, other acces- 
sories. Also Fairbanks-Morse 
3 x 4 duplex piston pattern 
pump. V-Belt drive from 9 HP 
ZC engine all new, still in 
shipping crates. Price $4500. 

Also Sullivan core drill Mo- 
del “N-Imp,” 1900 ft. P.K. 
drill rod, subs and other ac- 
cessories, also Gaso 4 x 
mud pump just overhauled. 
6 cyl. Graham engine as 
power. Rig is trailer mounted 
on 825 x 20 tires. Price $5500. 
F. Seyfried, B. E. Newland, 
Box 727, Deming, New Mexico. 


BUSINESS FOR SALE 


Well established well drill- 
ing and pump business located 
in northeastern Illinois. Two 
wood-frame truck mounted 
drilling machines and one all 
steel truck mounted machine. 
Several strings of tools, bail- 
ers, fishing tools, etc. Three 
Ford trucks, all equipment in 
good condition. Also an _ in- 
ventory of saleable merchan- 
dise of approximately $6000. 
Price $1500 cash. If inter- 
ested write for details. P. O. 
Box 82, Barrington, Illinois. 


DRILLS FOR SALE 


Star No. 3 drilling machine, 
1000’ *%” drilling line, 1200’ 
sand line. Buda 4 cyl. motor. 
$500, all in good shape. C. H. 
Moyer, Bremen, Ohio. 


Bucyrus- Erie 21-W_ drill. 
Late model, mounted on 1942 
Chevrolet 4 x 4. Motors in 
A-1 condition, good tires on 
truck. Complete with swivel 
socket, 4” x 20’ stem, three 
554” bits, set tool wrenches, 
bar and chain tool tightener, 
derrick tool guide, ball bear- 
ing equipped fan blower and 
500 foot lines. Can be seen 
in operation any time. Price 
$4000 cash. Orlie Young, 
Crossville, Tenn. 


No. 14 Armstrong drill, 
mounted on chain drive Pack- 
ard hard rubber tired truck, 
in good condition, just finished 
416 foot 6” well in 3 weeks 
drilling time. Ford A motor 
unit, with roller bearing trans- 
mission. With tools for six 
inch hole, 2 bits, rope socket, 
stem, chain tighteners, claw 
wrenches, two tongs’ with 
bailer, 54” line with 34” sand 
line as is on machine. 

Keystone drill all _ steel 
mounted for towing on hard 
rubber. New 40’ I-beam steel 
derrick with Bucyrus’ shock 
absorber, double 8” steel spud- 
ding beams, 4 cylinder Wau- 
kesha Motor with 3. speed 
transmission and reverse. Ma- 
chine in excellent shape, just 
finished 480’ well 6” hole with 
242 foot of hard driving pipe. 

Large No. 25 rebuilt Arm- 
strong drill, mounted hard rub- 
ber for towing. Reinforced 
derrick, Bucyrus-Erie rubber 
shock absorbers tov derrick. 
Bucyrus cable winder on bull 
reel. Will handle 2.000 hole 
easily, with % cable. Min- 
neapolis-Moline Power unit 35 
HP roller bearing transmis- 
sion drive with V-Belts. As- 
bestos lined brake wheel with 
reinforced sand reel spooling 
2,500 ft. sand line. (Subject 
to prior sale.) Apvly: Gray 
Well Drilling Co., P. O. 181 
Delafield, Wis. Phone 181. 

















DRILLS FOR SALE 


Bucyrus-Erie 24-W drill 
adaptable to water, gas and oil 
well drilling. Mounted on 5 
ton Bulldog Mack truck. Both 
drill and truck in good con- 





No. 


with tools, 
Mounted on 
truck with 


DRILLS FOR SALE 


50 all steel Armstrong 
drilling machine fully equipped 
good for 





MISC. FOR SALE 


7 Brand new 6DT-468 Buda 





Lanova diesel engines, 6 cyl. 

1500 ft. 444,"x5%”, governor set at 

41 G.I. Chev. 1600 rpm (no load). Without 
wheel drive. power take off clutch or ra- 


.0.B. South Milwau- 


dition. Complete with these Good tires, all in A-1 running diator. 

tools: 1— 4%,”x20’ stem, 1 — shape, working every day. kee, Wis. Box 184 
5”x20’ bailer, circle jack, 2 $6000 with truck, $5000 with- 

set-up jacks, 2—614” bits, 2— out. W. N. Robinson, Wood- 


8” bits. 1—set jars. Machine bury, Tenn. 
now on deep well 1600 foot 
depth. Everything ready to go 
on present well completion. 
Price $7400. Box 192 


Practically new 21-W ‘Bu- 


HELP WANTED 


bit dressers 
wells in 


and 
water 


Drillers 
wanted for 


cyrus-Erie drill mounted on Finger Lake region. Steady 
5 a truck with 31’ derrick with year round work. Barney A. 
Bucyrus-Armstrong No. 35 rubber shock absorbers. Le Roi Movaver. Pach Zan: N.Y 
well drilling machine. LeRoi 4-cylinder gasoline engine. ‘ r . 
gasoline engine. Can handle Free delivery. No tools. 500’ 
home or farm jobs. Pe cables. Box 195. 
Northwest Co., 709 W. lit 
St., Milwaukee, Wisconsin. POSITIONS 
WANTED 


33-W Bucyrus-Armstrong 


drill mounted on Ford V-8 
1-14 ton dual rear-tired truck. Pneumatic 
Complete with 6” tools and 8” ideal for drill 


bits, ready for immediate oper- size 


ation. Price—$4500. Box 198 


MISC. FOR SALE 


B $110, C 
56 St., Los Angeles, Calif. 


Driller and tool dresser with 


piston motors, long experience in cable tool 
laterals; Thor drilling wants work in British 
$135. 2466 E. Isles or Continental Europe. 


Box 196 





Wit 


BITS 





A redfaced drill salesman came 
rushing out of the hotel entrance. 
He stopped, looked at his watch hur- 
riedly, and then shouted at a bell- 
hop. “Quick, boy, run up to 387 and 
see if I left my briefcase up there. 
I've just six minutes to catch my 
train.” 

Four minutes later the bellhop 
was back, all out of breath. “Yep, 
she’s up there all right,” he panted. 


The sick man had been delirious 
with fever for days. But now he re- 
gained consciousness and became 
aware of his comfortable bed and the 
gentle assurance of cool, loving 
hands. 

“Where am I?” 
“In heaven?” 

“No, dear,” his wife said sooth- 
ingly, “I’m still with you.” 


he asked weakly. 


Driller: “My pal and I went to 
hear a speech last night. The guy 
said that drillers and roughnecks 
were disorderly and undisciplined.” 

Wife: “Well, did you protest?” 

Driller: “Did we We 
wrecked the joint.” 


protest? 


Doctor (after examining patient) : 
“I don’t like the looks of your hus- 
band, Mrs. Brown.” 

Mrs. Brown: “Neither do I, doc- 
tor, but he’s good to the children.” 


The clock struck twelve. Father 
came to the head of the stairs and 
boomed: “Young man, is your self- 
starter broken?” 

Voice from below: “It doesn’t mat- 
ter as long as there is a crank in the 
house.” 


The Driller 
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Their easy maneuverability enables >< — 












hus- . 

you to set up and tear down quickly —> G 
_ yn even the most cramped spaces——= 

Remember, all three models—21-W, = 
pow 22.W, and 24-L—possess these out- —= 
sclf- tanding features that make Bucyrus- = | 
nat. tie drills real profit-earning gems for “7 
the 





Any setting. Zz 
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A journal for water well drillers 


$85 Rig and Foresight Bring Driller Success 

Some 25 years ago, L. J. Hemphill 
of Minneapolis decided that the 
methods of modern big business 
could be effectively applied to 
the well drilling industry. His out- 
standing success in the following 
years have more than borne out 
his theory. o 


The Driller & The Law............ 


Corporations pose special prob- 
lems to driller contracts. 


: ohn Crerar L 
Good Wilf Pays Off—lIn Cash to Drillers. . re git 
In the water well drilling indus- 86 rast Rand 
try, where a driller’s success de- — 
pends a great deal on his han- Chi CaZzo 
dling of personal contacts with = 
his customers, the importance of 
good will cannot be over-empha- 
sized. 


o 


Editorial Page . 
Appeal:for children’s relief; sea- 
son‘s gfeetings. 


News of the Month 
Artesian well blows rocks; con- 
vention news about New York, 
Wisconsin, and Colorado; Texas 
group organizes; monthly water 
report. 


Bargain Counter 
Wit Bits 
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